Abstract: A long-term business relationship of B2B type is one of the most desirable forms of cooperation aimed at the common and integrated pursuit of an increase in competitiveness and market value. Its advantage is primarily the mutual exchange of experiences and competencies on the basis of which innovative business solutions come into being. Among long-term forms of cooperation there is outsourcing, which consists in maintaining interdependent relationships conditioned by mutual trust and sharing responsibility. However, the standard conceptual model differs from the business reality. Many outsourcing contacts end in failure, the source of which is mainly the vaguely specified needs and expectations of the client. The analysis of the reasons for breaking contracts indicates the need for greater concentration at the stage of initiating and implementing the project. The aim of the paper has been to present the ways to use Balanced Scoreboard in order to establish the principle of successive and long-term cooperation. The objective has been accomplished on the basis of the empirical research conducted so far, which has been the basis for the identification of the key factors of the outsourcing relationship necessary to be taken into account in BSC.
The significance of outsourcing in the modern economy
Enterprises operating in the global market are constantly searching for new solutions allowing them to gain and maintain competitive advantage. One of the key solutions in the strategic dimension of business management (Stasiak--Betlejewska et al. 2016, p. 145) . is outsourcing, which allows for maintaining a long-term business relationship (Budzyńska 2014, p. 31) .
It is a form of an operational strategy of the enterprise which enables focusing on strengths, reducing the cost of capital and simultaneously responding efficiently to market needs (Gunasekaran et al. 2015, p. 154 ). In the activity of different enterprises, outsourcing is treated as a type of a long-term strategy which brings benefits to both sides (Schwarz 2014 , p. 155; Strzelczyk 2011, p. 36-37; Sitar 2012, p. 223):  the ability of the company to use outsourcing in order to achieve its business goals and/or develop its strategies;  the ability of the company to focus on its basic activity; Zeszyty Naukowe Politechniki Częstochowskiej Zarządzanie Nr 27 t. 1 (2017) s. 139-150 dostępne na: http://www.zim.pcz.pl/znwz  the ability of the organization to constantly use and manage (internal and external) resources in order to strengthen the competitive position;  reduction in corporate risk in relation to incurring larger investments for the benefit of main activities and transferring non-core functions and ancillary activities to the seller;  responding to business needs;  the ability of the company to use knowledge and economies of scale in terms of human and technological resources;  the efficiency of outsourcing contracts allows the company to avoid large investments;  the ability of the organization to increase its value through increased profits, reduced costs and/or accelerated movement of capital;  the achievement of expected savings;  the nature of business practice, which stimulates the creativity of the company and refers to the ability to offer new services as well as the improvement and development of new internal procedures.
Weaknesses of the use of outsourcing
Although there has been observed a dynamic growth in outsourcing contracts in the world (Annual Report 2015), many of them end in failure. The most important problems are primarily associated with inadequate preparation and implementation of the venture, particularly in terms of defining the objectives and principles of cooperation (Nowakowska-Grunt, Sałek, Strzelczyk 2017, p. 25; Brzozowska, Starostka-Patyk 2010, p. [4] [5] . The drawbacks of using the services of an external company, which mostly bring about breaking an outsourcing contract, are presented in Figure 1 . Among the most serious problems of the use of outsourcing there is the fear of losing total control over the process and the low quality of the service provided in relation to the suggested price. At the same time, dissatisfaction with the way of providing service and bad relationship with the supplier are the main reasons for breaking contracts (Korombel 2013, p. 28) .
According to D. Ciesielska and M.J. Radło, premature termination of the contract is also on the side of the entity implementing outsourcing and refers to (Ciesielska, Radło (red.) 2014, p. 28):  the wrong choice of the outsourced area,  limited knowledge in the field of the implementation of the outsourcing project,  management of a few outsourcing projects at the same time,  lack of support and involvement of managers of the company,  rush.
K. Vitasek, M. Ledyard and K. Manrodt, as two main reasons for failure, indicate "vaguely determined expectations and inconsistent interests of the parties during the execution of the contract" (Vitasek, Ledyard, Manrodt 2011, p. 42-42 ). An important issue is also different priorities of the client and their partner, which affects the perception of mutual goals and expectations (Barrett, Misiaszek 2007) .
Scorecard in outsourcing
In outsourcing contracts there is no link between the goals in the outsourcing contract and the strategy of the client. Most of the measurements in the document describe the operational control and are not connected with corporate objectives. In order to define the common outsourcing strategy of business partners one may use the instrument of strategic management, i.e. Balanced Scorecard (BSC). In this context, outsourcing can be generally defined with the following four perspectives (Felice, Petrillo, Autorino 2015, p. 8403): 1. From the financial point of view, outsourcing means generating profits for both parties on the basis of the synergy effect i.e. commonly generated greater profit than in the case of the individually conducted activity. 2. From the point of view of the customer, outsourcing means three possible levels of customer service -the first one refers to the service provided to the entity by the 3PL supplier, the second one refers to the service provided to the final customer by the 3PL recipient, the third one -the service provided to the final customer by the 3PL supplier. 3. From the point of view of processes, outsourcing means management of logistic processes in the most efficient manner. 4. From the point of view of innovation and development, strengthening mutual ties through the implementation of new resources and solutions increasing the efficiency of cooperation. Figure 2 presents the graphical form of BSC for the client of outsourcing services taking into account performance measurement indicators. 
The application of Balanced Scorecard
In order to develop the common strategy for outsourcing management there should be created the overall BSC for both partners simultaneously, the dimensions and measures of which will be determined by both the problems and factors of effective cooperation. To identify some important factors of the implementation of outsourcing there have been used the studies of other authors conducted in this area so far. The listing of the selected Polish and foreign studies ordered by the selected areas of outsourcing management and the period of their conduct is presented below. On the basis of the research conducted so far, indicated in Table 1 , there have been isolated five key aspects of the use of outsourcing, which should be taken into account in the common strategy of relationship management. On the basis of the observations, there has been developed the ranking of essential factors of cooperation within the framework of individual areas. There have been taken into account only the components which, in the structure of the responses, amounted to more than 10% or, in the case of fragmentation, occupied the first seven positions. For each area, there have been isolated the repeated or similar factors, which have been ordered on the basis of the average rating. The results are presented in Table 2 . The presented rankings allow for the observation that, for many years, the most frequently isolated areas of the activity of the entity has been the area of IT, sales and marketing and logistics activity. The assessment of the potential supplier is usually determined by the quality and price of the service and their experience in the market. The main motivations of the use of outsourcing are originated in the concentration on the main activity of the entity and cost reduction. At the same time, this replicates the benefits of the use of outsourcing, among which additionally there can be distinguished organizational changes and access to new technologies and resources. Important problems requiring solutions are conflicts emerging in the relationship and dependence on suppliers, which are balanced by the implemented innovation concerning usually new skills of the staff and enhancing mutual trust.
In pursuit of effective cooperation, the key role is played by the area of motivation and expectations, desired benefits and the need for innovation, the combination of which is to reduce the level and scale of the existing problems and the reasons for giving up outsourcing. On the basis of the existing rankings of the factors of the key areas of the use of outsourcing, there has been prepared the BSC of the strategy of the efficient outsourcing cooperation, presented in Figure 3 . The development of the common BSC takes into account the needs and expectations of the service provider the mismatch of which is the main reason for failure of cooperation. The isolated factors remain for discussion between the entities as well as the determination of the objectives desired and achievable by the provider, defined with the set of KPI indicators for individual dimensions of BSC. In the Table below, there is presented the exemplary structure of BSC with the list of areas and key performance indicators in terms of generating benefits for outsourcing ( Table 3) .
As it can be observed, the dimension of the customer and business processes, which is broken in the standard BSC, has been integrated purposely due to the nature of the activity. In the case of outsourcing, this dimension eventually refers to customer service through the implementation of the selected business processes. In turn, there has been additionally taken into account the aspect of effective communication between partners in BSC, which is essential from the point of view of building trust and mutual control .
Conclusions
The observation of the main problems of the use of outsourcing and the reasons for breaking contracts indicates that entities, when taking the decision on the use of outsourcing, are often not aware of the multidimensionality and complexity of this type of project. The source of failure is not only in dissatisfaction with the provided services but most of all in a lack of true partnership based on trust and mutual respect for interests. A high quality of this type of relationship is therefore a great challenge and determines searching for new solutions.
In order to establish the coherent principles of cooperation and to determine the common strategy of partnership the tool of Balanced Scoreboard can be utilized. On the basis of the empirical research conducted so far, there have been identified the most important areas of the use of outsourcing and their factors which, in the opinion of the entities applying outsourcing, are an important aspect of business relationship management. Due to the performed observations, there have been isolated the key determinants of the efficient outsourcing, associated with the expectations, needs and goals of the establishment of long-term cooperation on the side of service recipients. The assignment of individual components, in accordance with the concept of BSC, allowed for the development of the tool supporting effective outsourcing cooperation, which, in further operations, may also serve as the assessment of the efficiency of the already existing relationships.
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